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STEP 1 : REACH OUT TO YOUR LEAD 


You're now talking to a prospect who showed interest 
during an outreach call or email, or are a qualified inbound 
marketing lead 


Your OBJECTIVE 

Contact them to get a meeting to 
demo or learn about their buying 
process (don't offer a trial account 
yet without learning about them) 


INFORMATION to share at this stage 

► 3 Reasons For Considering <Your Product> 
(your Value Proposition should be #1 ) 

► Case Study or content related to their 
industry (PDF, link or within the email itself ) 


STEP 2: LEARN MORE ABOUT YOUR LEAD'S 
BUYING STATUS AND NEEDS 


You've managed to schedule a meeting time with your prospect 
for a exploratory call or face-to-face meeting 



YourOBJE CTIVE 

Learn about their specific pain-points, buying 
process all the way to a signed contract and 
the names of key stakeholders. Then ask for 
the next step. 


INFORMATION 

TO SHARE AT THIS STAGE 

► Articles or other content related to 
their painpoints or your offering 

► Demo of your product or overview 
of your service 



STEP 3: ENGAGE OTHER STAKEHOLDERS 
AND/OR RUN TRIALS 


You've managed to schedule all key decision makers (or asked 
your prospect to) for a meeting OR if it's a single decision maker, 
setup a trial for your product/service 


YourOBJE CTIVE 

► Reinforce the value of your product/service 
to the prospect organization's success 

► Address each stakeholders' part in this 
success using your product/service 

► Handle objections confidently 


INFORMATION 

TO SHARE AT THIS STAGE 

► Product/service information 
covering objections brought up 

► Content relating product/service 
to each stakeholder's objectives 


STEP 4: NEGOTIATE TO WORK OUT 
& CLOSE THE DEAL 


You've now got enough intelligence about stakeholders, their 
objectives and buying process. It's time to ask for the sale using 
this information. 



YourOBJE CTIVE 

► Get a green-light from each stakeholder 
(with the initial prospect's assistance) 

► Talk with their legal and procurement/ 
finance departments about approval 
processes/issues 


INFORMATION 

TO SHARE AT THIS STAGE 

► Preliminary proposal outlining 
benefits & implementation process 
(and costs) 


STEP 5: DEAL CLOSED 


You've got everyone onboard with the deal - now get them to sign 
the paperwork and finish the administrative process 


YourOBJE CTIVE 

Take the signed agreement and 
push the paperwork to legal and 
accounting. Celebrate a deal well 
earned. 
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learSales is document sharing that helps you se 

J more. Measure lead interest and engage the most 
interested ones in low-pressure conversations 

www.clearsales.io 


